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Multiple telephone outlets and concealed tel phone wirin 


features HW) Gainhy home, large ol small, (Clonvenrence minded 
are looking lor them. Trend minded builder itt pro rin 


Sales-minded agents are promoting them, All parts 
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\ PERSONNEL manager of nanutacturing compan 
is asked by « } 


ne oO w men about housing. The man 
| | 


mended ou iving that ou wv ompletely trustw ] 


mid 
matter nm Cane Oo % 


pOOUES TEA problem 


i preferred customer bee 
iv of doing busine And who 
per onnel manager o i banker oT 
the compan pre ident or the Chamber 
Vhho use thei idvice ] ought ind 


Dh can reter customers to you 


Most ling Realtor ire om complet igreement that referrals lil 


form the most important source of their busine The know, too, that 


ire certain persons who are in the best position to refer uch busine 


Recognizing thi everal outstanding Realtor uvgested the need for a 
program that would keep them in close touch with these zones of influence 
lo answer this need. OWNERSHIP was de eloped OWNERSHIP is a method 
to help one hight qualified recommended Realtor command the re pect 


terest and endorsement of ke wh communit 


Referred 


Customers 


A Staunch Supporter of This 


Are Principle Is Clive Graham 


Preferred 


( live Cyt tham of | ony by if h ( ilifornia Sal\ 


Customers Our experience with OWNERSHIP has proven 


it to be the most effective method of building a 
referral-t pe busine We have man example 
too numerous to mention, of important contact 
goodwill generated by this fine public rela 
tions program We «are 1 our third year with 
OWNERSHIP and highly value our franchise 


rofe 
Typical of the outstanding Realtors who hold eo mites 

elusive rights to OWNERSHIP are: Carey Win gional vice pre 
ton, Washington, D. C.; Joseph Thorsen, La — se: — 
Grange, Illinois; Dallas Marshall, Zenia, Ohi nultiple listing and 
Henry Miller, Dallas Texas; J. S. Fevold, Bi HOSS ae WOech, 
marck, North Dakota; Peter Yegen, Jr., Billin chairman 
Viontana; Burt Smith, Bellflower, California. (Part 


of a seru 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 





CEDAR RAPIDS, IOWA 


January, 1956 NATION , rATE AND Buinpt 











MR. BUILDER: Look Ahead to ‘56! Predetermine your 
profits—with FARWEST HOMES! Beautiful contemporaries 
like the “TAHOE” shown above—or your choice of numerous 
traditional designs... Styled for your market! 


rr eter: 


ORACt 


HERE 1S SPACIOUS WESTERN , . te ~ 


LIVING...they’re All-American in 
styling and construction...and they 


are real profit-makers for you. 


You can build a hundred or more FARWEST PLAN Z-115-FB 
HOMES without a single duplication. If yours 
is a small crew constructing 6 homes per year Farwest Peature 
you can multiply your profits by erecting 18 


or more Farwest Homes (same payroll same 


overhead — same time). 


Builders in the Midwest, Southwest, Rocky Mountain and Pacific Coast Stat 


invited to write or call for information and services offered by FARWEST HOMES 


MANUFACTURED BY 


BEST COAST 


— YOU ARE INVITED TO VISIT OUR DISPLAY AT THE 
ARWES vi pgtmeiaeee CHICAGO HOME SHOW 
HOMES CHEHALIS, WASHINGTON . 
; JANUARY 22-26 
CONRAD HILTON HOTEL, 3RD FLOOR, BOOTH 371 
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New construction will hit 


_ 
t2 billion Ten 


Forecasts for 1956 — 
S14 billion 
cated for 1955 
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Housing starts are expected to decline 5% to 
1955. Most frequent 


tart Som i\ 1.25 
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“Ample mortgage funds will be available in 1956. 
Phe credit situation will parallel this year 
in reverse Phis year we tarted oul 

ended with tight eredit with an over 

total ata level. In 

vill start the year with a tight money 


onl 
vith ea 
credit 
il annual record 19560. we 
markel 
ind end the year with easy credit. and we will 
dollar 
high 
money of 
tandard of 
phon Shiphes 
lice of the | S 
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lenin i\ Ste 
Washington of 
mid loan League. He 
prediction before the U.S. Chamber of 


Commerce econd bum on the 
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First significant action to loosen money is the 
Federal Home Loan Bank Board 
ment on December 14 of a new poli vol 

Phi omewhiat 

HEEEES DEN pose last July and Septem 

Board Chairman Walter W. MeAlhi 
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tand-by 
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A demonstration rehabilitation and re-develop- 
ment project in t Washington. D. ¢ 
is being co-sponsored by the W 
| ate 
Board 
tarted 
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HOUSING STARTS PUBLIC AND PRIVATE 


I for th 


Although nonfarm housing starts declined slighth more than 


sasonally in November to 90,000 units, the 1.253.000 total built 


in the first TL months of 1955 is still nearly 10 higher than for 


the sare period last vear. The drop in starts was 16 for the 


month, vet November 1955 is the second highest since 1949. The 


peak for November occurred last year when there was unprece 


dented winter home building 





Hhit- om uth Coth Carrle.... 


with Richmond Homes’ New Low Cost 


TV has become a family problem. Junior 
wants cowboys, Dad wants comedy, 
Mom wants drama. By keeping it out of 
the living room they at least have a fight 
ing chance of not hearing undesirable 
programs! Or, there are a lot of large 
families that could use that other inex 


pensive bedroom to good advantage 


Privacy for Large Family Groups 
at NEW, oe 
LOW COST! 


The QUALITY Home 
FACTORY BUILT for PARTICULAR BUILDERS 


sn Rear Estare ann B 


Facts About the 


CHALLENGER 


A ble B 


Non Basement Models 


© 4 Bedrooms (3 with TV room) 
© 36’ 8" x 28’ 8"... (1050 square feet) 
* Conventional Framing (2 x 4—16" o.c.) 


® Quality Materials (No. 1 Fir or Hemlock) 


¢ The Standard Line 
Low cost QUALITY homes 


¢ The Magic Circle Line 


Medium cost highly efficient 


¢ The Nassau Line 
Contemporary Design 


Write Bow R 


| | 
[RICHMOND homes ein 
RICHMOND, INDIANA 





Tough, Durable and Decorative 

Announcement has been made by the St. Regi 
Paper Company that its tough, durable and decora 
tive Panelyte is continuing to make trony gains in 
today building market. Once used mostly for kitch 
en counter top and dinette tables, decorative lami 
nates are now found on a variety of vertical installa 
tions. bathroom vanity tables, kitchen counter and 
back splash areas, and on almost every major work 


urface in the modern home chool or institution 
Pink Irish linen pattern is shown here as the key 
color surface in this coppertone kitchen with cabinet 
by American Kitchens. The manufacturer says that 
custom formed Panelyte counter tops provide no-drip 


edge and smooth cove that are ea to keep clean 


Freeze It In the Wall 1-2 


The 1956 models of built-in’ refrigerator and 
freezers have been announced by Revco. They have 
redesigned interiors. butter keeper, cheese keeper, in 
ner door shelves and a frozen juice dj perser Thirty 
two custom colors are offered in addition to stain 
le teel and antique copper! The new refrigerator 
will include a recessed overhead light. The inner doo; 
ha been de ined in white pla tic with vold trim 
and has been divided to provide compartments for 
butter and cheese as well as assorted sizes of bottle 
and pac kage The 6.3 cubic-foot freezer 
in exterior with the refrigerator. holds 210 


Parquet Made Easy 


\ beautiful parquet floor that is quickly and easily 
laid over concrete ply wood or wood floors and which 
has a yreater wearing surtace than any type of tand 
ard flooring. either wood o1 composition, is now avail 
able, according to the Harris Manufacturing Com 
pany It claim that one of the most unusual a 
pects of Harris Bond Wood flooring is the extreme 
ease of laying the units which make up the parquet 
design. Units are held intact by paper glued to face 
\fter laying the square in place on a special Harri 
adhesive base the paper | easily removed 


quares are ea ed into place eated and finished 


and 


Washday Freedom Sells Houses 
Frigidaire says its new automatic home 
equipment for 19560 ha been designed to ( 

homemaker new washday freedom and 








Guide To NEW PRODUCTS & ADVERTISERS 
Use the Handy Inquiry Form below for more infor- 


mation on new materials and advertised products. 











How to use this Guide: The number to the left of a manufacturer’s name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 


more information at no cost or obligation. Cut out Inquiry Form and mail today 
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automat 


than before 
1956 
homemaker to select correct drying 
all kinds of fabrics. The matching 
washer has a dial control that make 
mall load 
vap and 


heat 
dryer 


nomical operation 
the 


permit 


ever 


control on new deluxe 
right 
temperatures for 
automats 
ible to wash, rinse, and spin-dry 
third le with one-third le 
than the full-load 
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it pos 
In) one 
lime walter 


normal cycle according to the 


1-5 


Only the Roast is Hot 

An electronic range has been offered to the Ameri 
ife by the Tappan Stove Company. Presi 
dent Alan P. Tappan say 
that the electronic range 
has many advantages in 
addition to reducing cook 


fa hou ey 


i 


ing time from one-half to 
one-tenth. Less dishes are 
hecau of food Cat be 
cooked in the yla or 
china dish in which it is 
The dish remain 
cool. so food does not stick 
to the dish. Thus, hand 
dishwashing is easier and 
all dishes can be washed in 


used 


served 





dishwasher 
The 


an automats 

without scraping 
equipped with a high-speed electri 
which can be used for browning meats and top ca 
Phe only controls are individual high 
both 


oveti i 


erole di hie 
peed setting and individual timer 
the microwave unit and browning unit 


and low for 


New Ruud Water Heater 


| Wo models ol a new 
tor 
both 
ontaming solid aluminum 
illoy tanks of multi-tube 
design, and both engineer 
ed to provide efficient hot 
tau 
motel schools. 
multi-family 
and industrial 
are now being 
Ruud Manu 
Company. ‘The 
water heater’ olid Alcoa 
Alloy tank is highly corro 
tant and the 
lates it Cannot pro 
red rust It ha a 
for easy removal 
of lime deposits. The tank’s 
design, capacity and long 
life make it for in 
Vestnent properties “ays 


Sarnimaster automatse 


age gas water heater 


water ervice in res 
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churche 
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how revo 
marketed by 
facturing 


horn Fest 
maker 
duce 

cleanout 


ideal 
the manufacturer 


Home Plan Book 1-7 


The Southern California Building Permit Service 
announces a new home plan book entitled “Prize 
Home The book contains 96 beautifully planned 
homes and is a collection of ranch-style and contem 


12 January, 19 


book full o 
" 


in plan after plan 


porary ty! iv? j j ney 
new ideas that 
to build distinction. 


»I rire d | 


comfort, and liveability into 
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Southern California Building Per 
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elements are package d 


job prior to application consist of an inorganic 


etting powder in emulsion binder 
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Real Estate Tax Problems 

Federal tax 
transaction and are part md parcel of the ow 
An 


the ordinal \ 


problems enter into every real estate 
nersh p 
the 
and customary al 
volving real estate 
dollar 

eal 
ivailable 


Trac 14 


and disposition of realty understanding of 


tax COTSeG VETICE ol 


rangements and transactions in 


together with wise planning Can save tax 
Phis 3 
state ‘Tran 
for S1 yt) 


North 
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iction { 1954 Code 
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“Our reception convinces us that PERFECT HOME 


is our most effective good will builder,’ 


savs Realtor L. C. Durdin of Lancaster, Ohio 


We were searching for a means 
ot promoting our company as one 
of Lancaster's leading real estate 
brokerage firms when we began 
using Pekrect HOME,” says L. ¢ 
Durdin, Lancaster, Ohio, Realtor 


—_— With its attractive format, in 


River Forest, Hlinois teresting and timely articles, and 


Loftus LaDuc its editorial presentation of the 
New Albany, Indiana > 
idea of home ownership, Perrect 
Sweeney & Moore 


( i 44 
(,rosse Pointe, Michigan H IME 1S serving us we lI 


Ed G. Hacker Company From the start we have sent 


Lansing, Michigan Perrect Home into the homes 


R. H. Baer & Sons 


Spartanburg, South Carolina 


of selected families in our com 


munity. Their comments have con 
j. B. Goodwin Company 


Memphis, Tennessee vinced us that Perrect Homi 


is our most effective good will 


Yetta G. Samford 2 


Opelika, Alabama hestides 
MoNutt Heasley Mr. Durdin ts typical of the 
Orlando, Florida 

hundreds of leading Realtors 
Jeflcott Realty ‘ 


Ht. Myers, Florida home building and financing com 


Macon Federal Savings & Loan panties throughout the country 
Macon, Georgia who find Perrect Homs unequal 
Parker Realty Company 

trunmswick, Creoreia 


led as 4 means of enhancing their 


reputations ino their community 
Durer 

Mississtoni Skillfully written and beautifully 

Dunlap & Bulkley, tne illustrated, every issue of Perrect 

Clinton, Connecticut HOME connotes quality high eth 
Lester O. Sterling ics and fair dealing for the group 

Beverly, Massachusett Y 


holding the franchise in a com 

A. Clinton Brooks & Company 
Needham, Massachusett munity 

Speed & Hegeman A limited number of annual renewable 


West Springteld, Massachusett 


franchise ire available on 


an exclusive basis to established highly re putable organizations. If you 
Jolin Weiss & Company 


are interested, address your inquiry to 
Paterson, New Jerse 


Montclair Board of Realtors 
Montclair, New Jerse 


! 
! 
| 
| 
{ 
| 
| 
| 
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Rowland R. Harden 
Haddonfield, New Jerse 


Albert S. Swanson 
ursdale, New York 


| Hatheld 
Poughkeepsie, New York 


! STAMATS PUBLISHING COMPANY 


‘a 
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nland Home 


. makes WINTER. BUILDING profitable 


$00 


- 


peed of erection of the INLAND HOME package 
lets you build the year ‘round! 


Why hibernate during winter months? Build continu- Statistics show that there ha: 


ously: snow and ice do not stop demand for good homes heen a definite trend toward an increase 
in fact, it’s easier to sell when others have slowed in winter building, with housing. start: 
down on construction. during December ‘1954 and January and 
The Inland package is under roof in less than one February 1955 up 26% over same quarter 
day. By advance planning, with foundations or slabs in previous year 
in place you can erect an Inland Home almost any 
day. You are building when there are fewer material Get your share! 
shortages—when mortgage processing is handled faster. , 
Winter building with Inland Homes gives you tre- 


This means only one thing. If you are t 
mendous advantages both sales and profit wise. 


get your share of sales, you must include 
We have a complete story that tells you how easy it is winter building—and if you want to insure 
to build any one of more than 60 Inland Home models trouble-free winter construction, you must 
this winter. Write, wire or ‘phone us NOW if you want buy a package that has been tailored for 
to take advantage of winter building. No obligation. winter erection. The Inland package i: 
winterized 


IT’S A ‘MUST’ FOR YOU 
TO HAVE OUR STORY 





7. nland, Homes 


501 College Street, Box 915, Piqua, Ohio, Phone 3880 
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Editorial 


We Now Have the Weapon 


yi PION 220 of the Housing Act of funds available to implement urban re 

b 1954 has given us a most potent newal. To help back the field staff's ag 

weapon in the battle against urban de tivils NAREB 3 rik itigy al pub 

cay. This new weapon 1s housing re lic relations. edu onal d research 

habilitation mortgage insurance. Since faciliti 

the Housing Act went into effect. more The time is her t behind thi 

than 70 cities have modernized then program. Public opimion and knowledge 

housing and sanitation codes and set # the problem is at an unprecedented 

up enforcement system These citi high level. Other groups have launched 

now have workable program for See dynam irri pore ement pro 

hon 220 financing the American Council To Improve Our 
lo help Realtors benefit: themselve Neighborhood Operation Hom lin 

ind their communitie the National provement, NAHB Ni 

Association of Real Estate Boare ill Amer 

put six or seven highly qualified men Realtor through 

into the field pecifically to get urban hould neo pledpe 


renewal program launched, ‘These men Hion and leader hip 
vill get three weeks intensive traiming wal details. Realtor 
and will spend 44 weeks in the field lor mal 
Operating from four or five zone office 
itt hoped that these men can visit most 
f the smaller real estate boards within 
the year 
At the same time, the Housing and 
Home Finance Agency will have a field 
team at work. Like the NAREB team 
this group will contact local officials a 
vell as citizen and busine organiza pen 
tions whose interest and upport as 9 Joard hich 
quired to insure a successful renewal 0 hould dy 
program Both team vill undoubtedly ) PAY Ais 
vork together from time to time hey shouts 
The NAREB field staff is a result o r the field 
the association big 1956 push for miunit I hie 


Build America Better program. It wall rem 


be financed by the due mcrease hon 

NAREB which Realtors themsel ve ticipation 
voted for at their November conven board ej 
tion. Thi the most commendable act Build Amer 


yet by prive enterprise im makin me build 


) ) 


of a 4 
“sy ee AAxky 
; / 
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You Can Get 


More 





Builder Business 


Here’s how — 


Decide what services a builder needs, then sell 
him on the idea he actually needs these services. 
You must sell an owner on listing his property 


— selling the builder is much the same. 


Don't make a sideshow of new house sales, 
but a major production, keeping it in balance 
with other departments. Always give maximum 


service and it will pay off in better Commissions. 


By ROBERT PAYTON, Associate Editor 


January. 1956 


Vie} LING for 


h practice im 


tablished 
1955 


real 


builder actually a long e 


real estate developed during 
thousands of 
The intense interest 
NAREB convention in New York 
that the trend is still increa 
ing rapidly, and that 1956 is going to be an even more 
uccessful year for sale 
you cant 
by announcing that you will now 
You must go out and get thi 
vO Kqually important 
you must have a good understanding of all the factor 
involved in selling for builder 
factor you must understand 1 
The builder has a real need for a wood 
Viany are behind thi 
which 4 Phe builder hasn't the 
himself. he 
i salable house 
a wide choice of 


into a mcome for 


major source of 
estate companies 
the 


clearly 


hown in this 
activity at 


demonstrate 


agent 
However 


project to 
ell huilde I 


bu ne a 


get new ell just 
house 
aggressively 


as you out and listing 


pel 
Phe most important 


sale § aver 


reasons need, the biggve t of 
competition 
ell the 


more trouble building 
pect 


time o1 


know-how. to house 


having 
and hi pro 


have builder and house 
all usually offering equally 

Many builder admittedly back 
ground and no re al interest in elling and mer h indi 
They have little contact with the buy ing publi 


and in the past they have relied either on 


good financing 


too have no sale 


ing 
an architect 
lor a alable design ol they have jul 1 pue ed know 
ing that almost anything would sell 

Some builders, on the other hand 
ably good understanding of real estate But 
they need a sales agent because they know they can 
do a better building job if they delegate the 


job maximum 


do have a TCasot 


( lling 


ellin 
Supervising construction to reach 
efficiency takes all their time and energy 

Whatever the know that a 
comes to you for help only hecause hie 


help. The 


sales agents have not recognized thi 


reason, buslder 
that 
Some 


fail 


you 
need 
ervices you offer him are valuabl 
and thei 
to the second major factor 


guide hus builder 


ure to do so lead 


1 Si/0€¢ ssful sale S ape nt and 
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1ELO VISTA 


ee Whats your 


roantzation 


Builder 


sales 0 a 
“patting average * 


WAGNER CO. 


ABILITY TO PROMOTE AND SELL IS VOUR BIGGEST 
ASSET. Here are promotional devices from two of the nation 
foremost sales agents the Waene Cannpany, El Paso, and the 
Cordon Williamson ¢ ompany, Detroit 
1) Producing effective, hard-hitting ad , 0 ot the 
services a builder expects 
2) Envelope for the home owner portant paper 
la project t hat th " ey " Wagner services on the outsice 
inderstand th { | | i" ; G.od Bless Our Mortgaged Home sun amuses client 
ile agents are 1) Book on home care, maintenance and insurance include 
the builder kno tips on how to rent or sell your home (through Wagner Com 
ill bie pany, of course!) This promotes resale busines 
») Brochure for site sales is inexpensive but well done 


6) & 7 Institutional advertising pieces of the Williamson 
Company can be passed out with project brochures to “quaint 


minimum prospects with sales agent's other service ae — 


ment ce 


7) 
Sale 
mg for 








INSIST ON SALABLE DESIGNS. No one is in a better position 


than an active, reputable real estate man to know buyers’ tastes 
Realtor Bob Gerholz 
achieved This 


mention im contests 


for any particular price range and area 


Flint, consistently good design 


Westgate 


Michigan, has 
Park 


home has won honorable 


the difference between good and 


brand 


He } now 


laundry 


between rain 


prod 


bad building material 
ucts and those that have no public appeal 


Your builder wants to cut costs every 


He will frequently 


tep of the 


way substitute inferior, unknown 


products to save a few dollars without knowing that 


he's jeopardizing hundreds of dollars by making hi 


IMPROVE YOUR OUALIFYING TECHNIOUES. Your builder 
will expect you to find prospects that can really afford a house 
and thus cut down the rate of rejections from the lender's office 
Salesmen for Walker & Lee, Inc., Los 


the unusually high rate of qualifying 95 of each 100 prospects 


Angeles, have achieved 


Januar) 


195 


KNOW FULL VALUE OF BRAND 


After you get builders to select quality, salable brand 


YOUR SALESMEN MUS1 
NAMES 
names, you must be certain your salesmen are trained to make 
brand names selected, Here 


Detroit's Kendallwood 


full use the a Williamson Company 


salesman shows a kitchen in project 


buyer [hi 
the only man in a position to explain 

Your builder ey 
worth an extra $13 


an unknown brand 


houses le attractive le durable to 
ale agent 1 

the overall sal 
you to tell him whether it } 


than 


value of product 
pect 
to buy a brand name rather 
The ale 
house for the price 
will be easier to sell. So he tells hi 
where their money can be most profitably 
8) The sale 


the builder usually paying a set fee of $50 or $7 


of water heater agent works to produce a 


knov the 


builder 


pent 


quality hecause he 


hou ( 


with 


) per 


agent controls the advertising 


house for advertising and promotion. The sales agent 
then organizes and cde velop the advertising cam 
paign The effectivene of the 
whether the will 
flermines the ultimate profit 

7 The ale 
elling detail 


ale Lhe hour 


number of sale 


Campaign determine 


project ell quickly, which d 


take care of all the 
Ww ¢ lo ing the 


agent, of course 
from qualifying buyer 
home is to be 
to be on hand. the « 
all these things and 
more are part and parcel of the sale agent 
2) The sale and set 


home oOwnel 


the mode! pen the 


men Corrirnil 1Ott 


paid to salesmen a hundred 


agent silts complaint 
routine whereby the builder and the 
be best served. An tem of thi 
essential to relic Ving 


kind 1 
little 


eflicient sy 
the builder of the na rorin 
jobs that upset his construction routine 

listed don't 
uicct ful sales agent } 
better 
ervice in almost every pha eo 
effect. controllin it. Hh 
rreater as he works for 
to the third big factor 

everal builder ap 
help, hi 


than ( 


he ervices just represent 


clusive picture, The 


ly developing new Way of erving build 


? 
el Because he give 
con 


| 


eT 


the project he } in 
trol 
which brings us 

The sale 
to offer each of them more 
long range 


become fricore byuale 
agent selling for 
SETLUICS Mriore 
/ , / / j 
voturme and oPipper profil 
builder 
way ale avent are Here 


Nume I 


sales agent selling for only one 


One important 


builders is in quantity purchasing 
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elect the product that are to be used in 

project where seve ral builder are involved and al 

range the best deal possible with distmbutor and 

dealer \ sales agent representing four or five build 
ers is a Quantity buyer 

Some dealers, suppliers and distributors begin by 


ibjecting to this quantity buying. They don’t want to 
dis don’t want to help with the ad 
vertisin they ee that 
vill they 


ounts, they 


ive 


Jut once thei overall ale 


increase so much that will make a bigger 


{ 


profit in the long run, they are as happy to cooperate 
is anyone else. Making them see it is another selling 
ib for the sales agent 

I hie development of the various services for build 
ers has brought out some “don'ts” you should watch 
fo) 

Don't forget that VOU Sé ll ristiris homes. too If 
ou neglect to advertise that fact people will begin to 
think you do nothing but sell new homes, and your 
brokerage in existing houses will suffer 

In all your advertising and promotion, remind 


people that you ell new and existing home that 


ou can provide a suitable home for a prospect wheth 


er he looking for a new or a used home. With thi 
appr oa h. selling both new and existing homes work 
to you! advantage hecause it effec tively put over the 


that the waterfront as far as resi 


dential property is concerned Gordon Williamson of 


you COoOVe!l 


idea 


Detroit, for example has two sales force one for 
new and one for used home 

Don't let your builders hang around the model 
home. As pointed out in the December issue, the pre 
ence of the builder at the model home can weaken 
the prospect confidence in your salesmen. Make 
our builder understand that you are in charge of 
ale insist on the authority you need to do your 


job and accept the responsibility that authority en 
tail 

Don't lose 
and be ad 
Channel the comment 


touch with your builders once the pro 


under way. Keep up to date on their problem 
chedule a 


to the build 


aware of the construction you 


of prospect 


can 
er, so he can make minor improvements as he goe 
along Lhe Wagner Company of El Paso, described 
last month, makes sure its salesmen keep in regulat 


touch with its builders as well, by requirin the sale 
men to have lunch with the builders once each week 
Vake sure your salesmen know what they're sell 
ing If you work on a large scale, like Rite Realty 
Company in Milwaukee, you might want to assign 
our salesmen to a particular builder, and make them 
respon ible for knowing everything there is to know 
about the houses he builds. Even if you're working 
on a smaller scale, part of your job is to make sure 
the salesmen know as much as possible about the 
houses they sell. This is a general rule in real estate 
elling but it 1 particularly true in selling new 


nome and for a good reason 


W hat do for 


brand name product if y 


elect 
know 


alesmen to « apitalize 


good does it you to carefully 


our salesmen don't 


one from another? Urge y 


oul 


mn the features you play up in your advertising, and 
to mention brand names wherever possible. It is the 
best means there is for instilling confidence in the 
buyer that the home is well-constructed and of high 


quality 

Don't forget there are other activitie 
nterested in. Ke p your eyes open for other construc 
tion or modernization work your builde: 
ip. Whether you get paid for this kind of 
the 


the builder is 


can pick 
informal 


service doesn t matter more you can do for 






































KEEP IN 


POUCH WITH COMMUNITY GROWTH 


advice 


Builders 


to build in (if 





your on what section of town you 






and what the market 
Milles 


trout, keeps tab on area growth with this large office map 


are fortunate enough to have several sites 





is for different styles and prices of homes Homes, De 







KEEP TELLING YOUR PUBLIC YOU ALSO SELL USED 
HOMES. Although Town & Country Homes in Boston sponsors 





other 
All 


filed on punch cards and selected electronically 


and builds its own subdivisions and sells houses for 





builders, the company aggressively promotes brokerage list 
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your builders the more they will appreciate you 
Keep an eye out for changes in the market. This 
is another bromide, but a builder who has had a 
successful project of $13,000 will have a 
tendency to stay with them although the market 
may shift in the meantime. By 


hou es 


price range at any given time. Being so much closer 
to the market, you are keeping the builder informed 
of changes he may not have even heard about. If he’s 
thinking of building prefabs, help him pick the best 
manufacturer to wor t with 


in the new home market there are any number of 
woints of view that have to be kept in mind, You must 
ye constantly aware of the builder’s point of view, 
and the problems he has. You must be as informed as 


January, 1956 


keeping on top of the 
market you can help him decide the most profitable 


a Lakewood Rancho Estates home 


if view You ve 
banker, the 
ub-contractor all look al 


You 


buyer 
that the 
upplier, the 
the project through different eye 
well 
that you're the only one 
these different 
and it often takes, as you well 
know. refined diplomatic maneuvering 

If you’re doing 


possible of the home point 


got to remember architect, the 
developer, the 
have Vout 
own interests to worry about a 

The point to remember 1 
coordinate all 


in a po ion to 


proat hes and attitude 
your job a ales agent the way 
you'll find yourself in three 
Behind it, pushing the project along 
in the middle of it, working out promotion, 
in front of 
next. But the moral is 
maximum service 


you should, chances are 
places at once 
upervi 
it, planning what will be done 
there to see: If you don’t offer 
agent will 


ing sale 


another sale: 


FIND WAYS TO OFFER MORE SERVICES, NOT LESS. For 
every 150 homes in Cielo Vista in El Paso, the Wagner Company 
Each 


This is 


(sales agent) sponsors a swimming pool and playground 
purchaser gets a share of stock in the pool corporation 


a good example of finding and using new promotional ideas 


YOU SHOULD CONTROL DECORATING 


Demonstration houses can make ot 


FURNISHING 
break a sellout. Successful 
ales agents recognize this and furnish tastefully 


Mrs. Jones would,” says Bob Walker of Walker & Lee 


much as 
This is 


illustrating that idea 
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Just A Plumb Good Texas House 


Two Good 
Advertising 
Ideas 


| ERE’S an attention-getting device 

high among the most clever ore we ve een in 
Once the reader attention | 
of the map of Texa 


cia 


BUILT BY A GOOD OLE TEXAS BOY 





that rank 


a long time captured 


by the typographical gimmick 
the copy itself holds his interest. A real change of 


pace in nev home adverti init 





| You Tell Us... 


d house i every 


make your! mall 


(LEVER use of borde: | 
I ‘ | Lt and al 0) will 


A classified tar on t pa 
| ads on the ame pape 


help ty together | 
Connecticut use the 


Ru ell | ham 


ime border | then changes to a dif 


TAL ith discretion, how 
Ominatng., you may an 
advertiser Not to be ove 
e heads and parkling copy 

bor example it ha 


“You Tell Us... 
1} pert wetty ‘dollhouse.’ It 
I pl 
ted im firve nug home 
uM Ru 


oomfield Center 5 MOUNTAIN AVE, BLOOMFIELD CENTER, CH 


— Cassel Isham 








now...let your prospects 


‘‘custom-design’’ their homes 


with the BEST 


LOOK 


no garage, gable rool, 
double hung windows 


AT 





no garage, flying gable roof, 
sliding aluminum windows 


a 


] 








OR a Oe Om = 


no garage, hip rool, “high” 
sliding aluminum windows 





JUST 





Yin ARAL 
| 


9 Fe enw Es. - 
4 “ ‘tae 
Bt PPO 24 
a 


th 
€ floor Plan yoy decide Upon 


ri A P- anta 


carport, gable roof 
shding aluminum windows 


ONE 





BA 


Ae, ie'p 


carport, butterfly roof, “high 
sliding aluminum window 





See this revolution in factory-built home design that BES 
is introducing for 1956! Best ‘‘Freest yl Homes give you as many 
different home designs to sell as you could pe Vv want—up to 45.000 
from a single basi plan But you work with only the one, two 


maximum of three basic plans you choose 


To sell this history-making ‘Freestyle’ Home, Best has developed 
a sensationally-unique merchandising and sales tool—the “Silent 
Architect”. With it you can show customers exactly what their home 
will look hke—whether you offer every “Freestyle” design 


or a limited selection 


K very day you miss getting the facts about Best “Freestyle 


Homes and the “Silent Architect” is a day of lost proht 


Visiting the Home Show? Look us up at Hotel LaSalle! 


“Silent Architect” and “Freestyle” designs on display 


W. G. BEST HOMES CO. 


EFFINGHAM, ILLINOIS 
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or ee / 


i a oo oe Ae ee DESIGN OFFERS 
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carport, flying gable roof | or 2-<ar garage, flat roof | of 2-<or gorage, hip rool, “high 
double hung window: shding aluminum windows sliding eluminum window: 


or 2 car garage, tying gable 
root, double hung window: 
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Will Federal Reserve Curbs Tighten 


These Financial 
Experts Give 
Their Opinions 
On FRB Move 


Wm. McChesney Martin, Jr. 


Chairman, Board of Governors 
Federal Reserve System 


Washington, 1.¢ 


Oliver Walker 


Walker & Dunlop, Inc., Realtors 
Washington, D.¢ 


Chairman, Mortgage Council of 
NAREB 


C. J. Faherty 
Executive Director, Mortgage Loan 
and Real Estate Investment Dept 


Prudential Insurance Company 
of America 


Newark, New Jerse ‘ 


Lindell Peterson 
President, Chicago Mortgave 
Investment Company 
Chicago 

President, Mortgage Bankers 


Association of America 


Howard J. Tobin 


Vice President, Northwestern 
Mutual Life Insurance Company 


Milwauhec 








Not seriously. 


Phat’s the composite opinion of five financial ex 


perts queried by JOURNAL editors. The Federal Reserve Board's ac- 


tion in November to raise its discount rate to 21/ 


‘ 


> (highest since 


the early thirties) will tighten credit in general, but its effect on 


mortgage credit will be more than offset by impending let-ups on 


previous housing credit controls Experts look for a good year. 


| py does it affect your abilit 
to finance home sales to have 

the Federal Reserve Board rais¢ 

its charges for lending money 1 

’ Tf you asked your 

elf that question after that di 

tinguished group of financial ex 

perts raised the FRB’s disc: 

rate to 21,4‘ in’ November 

had a great deal of company 


member bank 


you were lke most member 
the real estate 
pected an easing of credit rather 


indu try Vou ey 


than a tightening 

The most acid criticism came 
Albert Rain Alabama 
Democrat and chairman of the 
Housing Subcommittee of the 
House Banking Committee 
He said he increase may well 
he the traw that will break the 
back of the 
dustry.” 


from Rep 


nation hou ig oon 

There seem however, to be lit 
tle basis for getting that disturbed 
lis a matter of recognizing that the 
Kederal Reserve Board l ati itl 
depende nt organization not con 
trolled — by thie Administration 
tab on the whole eco 
Phony md that the hou Inv aver 


Administration tools for 
nf 


which keep 


‘le ave 
mitrollin a spe fie egment 


the credit picture namely, mort 
we credit It wi in mortgage 
credit: that e: ing Wa expected 
But this does not mean the Federal! 
Reserve cannot take anti-inflation 

iry measures at the same time 
However. all credit action 
intertwined = that i degre 
Federal Re 

wthoniot understandable lo 
lift the fog JOURNAL editor 


what ther 


alarm over the 


ed five financial expert 


Natu 


thought the effect of the disco 
rate increase would be = on 
mortgage market 

The consensus is that the action 
vill tighten money in general. will 
tend to make mortgage credit tight 
er, but expected easing of othe: 
from the housing agence 
effect on the 


means that 


contro] 
will tend to offset it 
mortgage market. Thi 
your business is not likely to suf 
fer over the short or the long rut 
because of this particular credit a 
tion 
Oliver Waiker. Washington 
1) ¢ Realtor and mortgage bank 
er. Say Sources in’ Washington 
feel that this raise } 
marily by the continuou 
of the stocl 
ment credit, and such raise pri 
altect commercial bant 
credit and not institutional mort 


modified pr 
boomin 


: , 
market and instal 


marily 


gage lending. It will certainly 


ettect ol 
and po 


tightenin 
bly will cor 
tinue to tighten mortgage inter 
rate But | pel onally fe 

tep are being taken by the 


directh 


nortyvage to ease 


have the 


money rat 


ernmental agency 
dling 
credit which will have mo 
on the mortgage market 
Kederal Reserve discount rat 

| herefore / 
will eriousl 
picture 

\ chairman 
Viortgage Cor 
close touch 
especially 
ual Realtor 

How doe 


Board feel 








gViortgage Funds? : 


By ROGER LAKEY ih ae a 


l, e Chiu \I e | 
Managing Editor 
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Sales Meetings Are For Salesmen 


By ROBERT E. WHITMER 


Director of 
J. € 


Advertising and Public Relations 
Nichols ¢ ompany 


Kansas City, Missouri 


e. 


|. 


Nichols Company aims first at making its sales meetings 


valuable to the salesmen. They follow up their sales meetings with 


contests and bonus awards, and round it off with an annual two-day 


session where the whole year’s work is analyzed. Here are some tips 


from a leading real estate organization that you may find helpful. 


fe 5.4 

cheduled 
week The e 
Thursday al 
ually last for one hour 


{ ve 
longer 


Co hold 
meeting 


Nu hol 


two 
Cal h 
are on Mondays and 
4 They 


ometime 


50 acm u 
but we make it a point to 
adjourn at 10:00 a.m. at the latest 
On Monday morning, each sale 
weekend 
he advertised an 


man report his 
If 
hou ‘ he di CuUSSEe ad and how 
it attracted Were the 
people out looking? Were they in 


a buying 


Onl aif 


tivities open 
hi 
pro pee ts 
Llow 


mood ? rrhany 


were re ord 


«if 
tual prospect name 
ed? 
We discu 
buyer 
unusual 


what sales have been 


seller 


feature 


and 


of 


made 
Any 
that 
their deal 


price 
the 
to 

are also brought out 


might help other close 
Fach home on the house tour 3 


Asking 


market price is analyzed to permit 


yone over price versu 


the listing salesman to intelligent 
these points with the 

The good and bad points of 
new 


ly diseu 
owner 
each listing are also pointed 
out and discussed 

kach ale 
tunity of “plupgping 


which ha been 


man has an 


oppor 
ome listing 
not receiving sul 
ficient attention from the group a 
al whole 


of the 


invited at periodu 


Other department head 
COM pany are 


intervals to discuss phases of then 


which to 

Kroup 

\ large board in the sales meet 

hows the relative stand 

effort: His 
| va 


Salis 
new 


activity 
the 


are pertinent 


ing room 
nig ol ea h salesman’: 
total sales and types of 
and 


cant ground brokerage 


) 
J 


he 
ubmitted compared with the 


if hi which have 


house plus the total listing 
has 
number listing 


sold 


have 


heen 

We 
meetings both daytime and even 
To study a particular home 
with the architectural department 
to analyze the of 
ground or to hear a special report 


Omeone who ha 


occa ional per ial 


ings 


value vacant 


from been to a 
per ial meeting or convention 

Kor example, when a new JON 
for tl 
market, a member of our architec 
tural staff will take the 
force on a tour the home 
the the atti 


will tructural 


constructed home is ready \¢ 
entire 
of 
to 
the 


from basement 


He 


point 


point out 
used and all 


will 


the material 
facts which 
tool 

vacant 


ZO 


aliert erve a 
as sale 
On 
taff 
look 


plain 


property the ale 
to the location 
over. An architect 
the ol 

might fit the contours 
that 
ployed how the drive 
the 

and 


will and 


il will ex 
that 


ting 


Ly pe home 
inter¢ 
he 
hould 
ele 
area 


ed 


landscaping might em 
be ! 


Vhe 


ull 


in from treet 
ol the 


rounding the lot are discu 


come 


type home 


Salesmen Participation 


In any organization where com 
effect. those 
will benefit 
deliberatels 


mission selling is in 


contribute most 


Although 


plan ways for everyone to partici 


who 
most we 


pate in a sales meeting, those who 

do so without 

the better salesmen 
lo get maximum 


to make the 


urging are usually 


result 


try ol 


information 


January, 1956 


value ! 
mi 


most in 


sioned 


) 


the 


lere ted 


ale 


itl 


ale nati 


l 


\ 


Ol 


usually 


omething 


will help pe! onally get more 


We point out example 


of 


information picked up in the 


meeting 


ha 


helped 


Corrie 


that 


h 


l¢ 


ale 


ran make a deal We req us 1 cel 


tain sal 
three 
unusual 
had 
We 
the J. ( 
member 


or 


ha 


through 
from a 


t< 
> minute 


esmmen 


talk 


ituation 


1o cope 
tres 
Nichol 
ol the 


consolidated 


of 


erie 


the 


fact 


abou 


\ ith 


sale 


ain 


tt 


lea 


nort 


t 


Viiie 


lal 


raall 


tI 


til 


| 


effort 


individual effe 


Low Earners 
We employ no part Linn 


ti 


Hil 


miore 


than 


men nor do we employ anyone 


pec ial 
Our 
men an 


al 


We have 


ale hha 
order ti 
are 
at the 


the end 


They may or may 
then 
hye 


lo resig 


earning 


end 


dutie 


uch 


a 


1} ting 


e all full time career 


d work 
ete) 
m must 
) lay 
ol 
ol corie 
n and 
may 


Onl 


earn 
vith 


re viewed by the 


1s 


not 


al 


tT 


} 


‘ 


‘ 
for 
wo 


te 


atl equ il ba | 


l 


Prhiriidritarn 


| 


ale 


al 


ol 


\é 


nour 


i} 


ried 


manage! 


anid 


month 


factor in the decision 
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Once cach year, the J. C. Nichols Com 
pany sales staff of 25 holds a two day 
sales meeting at the 


Miller 


ranch house of the 
Nichols and Clyde Nichols farm, 
located 25 miles southwest of Kansas City 
Away from all telephones and office rou 
tine, the staff concentrates on sales pro 
cedures and advertising and listens to dis 
cussions directed by various department 
heads on construction, landscaping, plan 
ning and company policies. Miller Nichols 
in commenting on the sales meeting, stat 
ed, “It’s sort of a two day meditation peri 
od, where we review and analyze our Last 
year’s efforts and reset our personal and 
company sights for the coming year.’ 
Ben Turpin, sales manager for the Nich 
ols organization, is shown here congratu 
lating three of J. C. Nichols’ top salesmen 
From left to right, Charles Bleakley, Tur 


pin, Randy Knight, and Bill Biggerstafl 


man is Capable of earning $3,000 


a veal getting listing 


he should be capable of earning 


merely by 


S10.000 a year by elling 


Allotting Prospects 
\ | | of or i 


equal ba I 


alesmen are on an 
regardle of then 


Dhey 


duty a iv 


vy 
earning 


capacity hare 


equally on per ial 


ments and share equally on office 
assignments of Io seg 


regate the low produces only put 


pro pect 


him ina mental attitude where he 
become 


I hie best 


the low produces i lo how hi 


even a lowe produces 


reprimand we give. to 


name at the bottom of the list on 
the ale 
ales meeting 
We have a 
plan inl operation all 
yeal \ 
certain types ol ale 
total lot ale 
total new 


listing 


hoard. di played at every 
continuing bonu 
during the 
tablished for 
total volume 
total 
home and 
that 
and sold by some member of the 
ale tall \ bonus is given at the 
end of the year for 
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dividual quota plu an ext 


born 


hi 


{i 


rian 


quota \ il 


quota ma 


an additional 


lars and even over a thousand in 
any one year dependir on hy per 
onal initiative 

Thi program il all itl 
mented by two mayor ile con 
tests each year ith ti ( ional 
iin. contest for ores pecial 
purpose Ordinaril TT mitest 
are ba ed on a team program 
which the total team = points are 
used for awarding the prize. t ither 
than on an individual pomt ba 
The last everal contest prize 
have been out-of-t ne alle XK perise 
trips in vhich we insisted the team 
travel a i roup 

In every contest ( range 
orn ay for the ‘ f thy ile 
men to participate Tf davatyby in 
omething don hi ile If it 
iS a trip they both et ith 
eX Perse paid for both 

We do not use i pecil ile 
kit but between the pesmian 
listin baowoh | briel ¢ ( if plat 
mids ta evel hia ‘ t } | 
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Meeting the Industrial Site Problem 


they could find a value « 
Phat meeting resulted in 
that what Little 
Rock needed was a planned indu 
trial district 
ite exclusively as a 
He talked with officials of the — turing, 
Chamber of Commerce, real estate — fice facilities.” pany 
men, and leaders in all other busi First they had to the cri con 
ness fields. He studied page after teria on which to base the ultimat 
page of statistics showing that Lit decision of which particular’ site 
tle Rock had everything he would — best met Advice and 
need in the way of raw materials, counsel of competent and experi 


merce to see if par 
10-year 4 debent 
The officers of 
flect its broad 
and the thorough 
manufac hind the whole 
warehousing or sales of an 


bys years ago, the president of 
a large manufacturing firm 
flew to Little Rock, capitol city of 
Arkansas, what that city 
had to offer in the way of a factory 


solution 
an agreement 
to see 
an area developed 


" 


ite for project 


accountant. 1s head ¢ 

Jack 
truction Comps 
pre ident A. Ho 


turer 


Picken | 
elect 
are 
paint manuta¢ 
while Tucker en 
the elected director 
and Sam RB 
official 
paper 


| j 
diet) 


those need 


Hiatt 


ment store 





lerson, a te 

| Ritch pre 

Power and Lig! 

I. Venner i i 

and J. ID. Walthouw 
Phe new « 

ed alow 


Carmipals I 


Little Rock, Arkansas develops a new industrial district in a suc 


cessful bid for new industry. The district is the result of cooperation 


then 


Lite pro 


among key businessmen, and shows the benefits of carefully plan- ompany 


pre 
| 


ning industrial development. Can these ideas work in your city? . 
. 4 than 








time, $225.000 had 
ed by "yy hu 


vidual Subseription 





inne firm 


powe! labor, and tran portation 
The tax situation was favorable 

The president was impressed 
but Litthe Rock didn’t get his plant 
Why? 

All we could promise him wa 
that we would try to find a suita 
ble for his factory.” Everett 
Fucker, Jr, dynamic Industrial 
Secretary of the 
Commerce, recall 


thanks, packed hi 


continued hi 


site 


Development 
Chamber of 
he 


and 


“OO aid 


bay: search 
elsewhere.’ 

It was a bitter pill to swallow 
but it wasn’t the first that 
Arkansa No. 1 city had lost out 
in the highly competitive busine: 
of landing industries. The 
Little Rock had been 
hampered in its effort 
dustrial development by 


suitable plant 


new 
area long 
toward in 
a lack of 
ites. There was, of 
course, considerable property that 
could be but most of it 


used 
wai 
impeding characteristy 

‘The nt 
of town long before a group of 


manufacturer wa out 


our business and professional peo 


ple decided that the time had come 


to quit complaiming about the situ 
ation and do something about it 
Pucker continues They got to 
gether at the Chamber of Com 


28 


ubject to one or more 


enced industrial site developers in 
ought and follow 


ed, Industrial development depart 


other cities wa 


ments of railroads and public utili 
ty companies were consulted and 
recommendation fol 
Local coun el 
familiar with all potential ‘San 
the Greater Little Rocl 


thei were 


lowed engineering 
area Wa 
retained 
tudy 
and consideration to all potential 
ites in the ” "Tucker add 
They tramped over alte 
acre of land, poured over volume 
Finally 


elimination. it 


The Kroup ave careful 


area 
acre 
of engineering data by a 
proce of became 
readily apparent that an area just 
outside Little Rock 
limits wa ei 
The 
ball 


fore al 


outhwest city 


had 
then wv 


thie 


ent be 


mien who carried 
the first 


meeting of 


from 
ome LOO civic 


business and professional leader 
to explain what had been accom 


plished 


whelming 


Pheu plan met with over 


enthusiasm and a 
given for formation of 


to handle all details of 


ahead Wa 
a COMPpPAany 
the project 

The Industrial 
Company of Little Rock wa 


Development 
then 
authorized 
yf) OO) 


incorporated with 
capital structure of $7 
S tock of S100 


ill 


MOO in common 
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Model home Lincoln Hills subdivision in Colum 


furnished for 
bus, Georgia, is also highest-priced standard model produced by 
Knox Corporation. Selling for $16,500, one special feature is a 


closet wall with sliding doors between living and sleeping areas 


MANUFACTURER of prefabs whose outstand 
A ing 1955 promotion wa 
with the builder 
Knox Homes of Georgia. The 
is Lincoln Hills in Columbu 
The promotion department of the Knox Corpora 
tion, working closely with the real estate sale agent, 
Woodruff-Brown Company, and the builder, Ted Al 
ford that brought out 10,000 
visitors and that kept sales moving all year 
New paper and 
other preparations were followed by an effective pro 
the site. Multi-colored 
the street approaching the model home, 
directional signs were placed from downtown all the 
way to the subdivision, and a lawn sign was provided 
for the model home itself 
chure wa 


the result of teamwork 


and his real estate sale agent 1 


Phoms« ubdivision 


(seorgia 


created a promotion 


releases, preview arrangements 


motion at pennants were 


strung acro 


A complete, quality bro 
distributed at the model home 

\ carousel was provided for children and free soft 
drink were made available nearby 

All models of the 


throughout the year 


ntinued to sell well 


and the builder plan 
fall 

Newspaper ads announcing the opening of Lincoln 
Hall full list of sub 
contractors and supplier The ad gave top billing to 
the Woodruff-Brown Company 


home qf 
to open 
a second model home thi 


appeared im two ce lor with a 


and listed the names 


“Step-by-Step~ 


Promotion Gets 


Year-Round Sales 


Georgia subdivision of Knox Homes is another 
example of effective manufacturer -builder-sales 
agent teamwork. It features a pre selling cam 


paign topped off by a big opening day turnout 


and telephone numbers of salesmen on the project 
he brochure included 


of the 


each 
with all spec ial feature 
drawings, and approximate sale 
The who styled the model home 
also provided a description, in letter form, of the fur 
nishings that were used in decorating 


individual sheets on 
available 


floor plan 


interior 


models 


pr wes 
decor ator 


Also described in the brochure were the construc 
tion Knox Homes, a 
brand name products used. Under the heading 
the Best is Good Enough for Knox Home were 
the following 
Gypsum Company 
ing 
Jeger 


tion, National gypsum, Sargent hardware 


features of well a a list of 
Only 
cited 
and products | » 
Manville roofing and sid 
finished flooring 


Alfol insula 


hin 


manufacturer 
John 
Dupont paints, Bruce pre 
weather Stripping and balance 
cedat 


vles. and Columbia tension screen 
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| nov beginning thi 


developes work lay-out 
tate broker 
al. The company 1 
through direct 


and some 


through real « Sasi 
district wa 
Cotton 


both local and nation 
telling il tory and 
mating to logical 
District in 


with 


prospect national ad 


ultation 


Littl 


vertising is planned later 

Phat concept of public relation 
which the 
itl mak Inv sure 


to the e 


is murrored in the care 
PXETCISE Rock industrial 
pleted early thi 
ple who are most influential in the by pa 


and 


COMMpPAany 


that it ecurtie peo 


com munits vho have actively on the 


vorked for the area’s betterment 
well being 
It is evidenced. too 


fully drawn set of re 


and economu pressure ga 
in the care 
trictions for transmission 
Power & 
property 


the 


the protection of property owner 
in the district 


hibition of 


These include pro 


nuisance Industrie district 


minimum construction tandard 
et-back 
age restriction 


of lot te 


requirement pen-stor changes of 
a pre cribed 
) building 


treet 


ratio 
ize, prohibi All 


) inking 


utilitie 


tion of and 


the pure haser 
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entore lhiv land Capinp Prhiviiiriuirn 
for the industrial 
developed by Forrest j 
the engineering firm — tw 
that laid out the Trinity 
Dalla 
Kenneth 
4ock consulting engineer 
Initial development of the Little 
district wa 
year. An arterial { » 
connecting US 
east and the west wa 
ple ted and water 
Lrarismissior 
were putin place 
linve 
| ight 
and telephone service to ind trach 
will 
the Little Rock Metropolitan Ox 
Southwe 
Pelephone Company 
vill be be 


property line with ot a site just what 
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out cost to the purchaser 

Tran portation. wise the district 
ideally located Viain 
0 railroad the Missouri Pa 
Rock Island — pa 


than a 


line ol 


and the 
ithin le 
Lekever area 


Industrial = cific 
mile of the 
boundari Both will have 
to the district. A new 
{ S. highway passe 
mile to the west 


Lexa it con v 


ncce fev 


lane vithin 
com one and another 


highway j one mile east 


Stull 


within 


highway another [ highwa i 


mile to the north 
and high east oO the dy 
linve bY east-west north 
\ 115.000 KVA Purchase cost 1 
of the Arkansa that 


figure include 
Co. crosse the and the 


com four 


ewe! trict as bisected 


outh ro 


bringing of 


we lw the prope 


miust | itth 
ve'll find 
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bOTial 


be provided by N ) longer 
an industry 
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tern Bell 
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What Makes A Good Salesman /etter? 


By J. E. HOLLENBECK 
Studsull and Hollenbeck, Inc 
West Palm Beach, Florida 


Basing his observations on more than two decades of experience 


in real estate, the author outlines the attributes he thinks make a 


top flight real estate salesman. And he cites some principles about 


real estate practice that are part of the basic knowledge every sales- 


man and broker 


/ WAT are the necessary quali 

lies of a good salesman? 
1) A must be neat 
\ppearance is the first impression 
and it must 


alesman 


be pleasing to the 
people with whom you deal 

1) A salesman must be enthusi 
astic, We should be enthusiastic 
about the product he is selling 
an enthusiasm gradually absorbed 
by the prospect, putting him in a 
effort 
to appear enthusiastic and you will 
hecome 


5) A 


receptive mood, Bend every 


enthusiastic 


alesman should develop 





confidence? 


management? 





. Does he know enough about real estate to win 


. Has he achieved good self organization? 

_ Is he always neat, whether in the office or out? 
.Can he instill enthusiasm in prospects? 

. Does he know when and how to be silent? 
.Can he really determine a client's needs? 

. Does he remember names, faces, and places? 


. Does he know how to build repeat business 
for both the company and himself? 


Is his sincerity convincing to prospects? 


_Is he preparing himself to take part in 


Negative answers indicate weak spots in selling technique. Use this 
as a guide for finding and correcting those weaknesses. You might 
have your salesmen rate themselves to see if they are aware of what 
may be causing them difficulty in selling. 


should have. 


with 
follow up 


self Orpanizalion, espe ially 
regard to routine and 
He must organize his work, hi 
time, his listings, his prospects 
This routine is essential 
alesmanship. Freedom from anx 
ety 


to good 


due to insufficient time lie 


not in more working hours but in 
efficiently planning every hour of 
the day 


+) A 


terms of the 


alesman should think in 
interests of othe: 
Phe most important pha e of sale 
find out what the 
want then help 


manship is to 


other fellow 





Rate Each of Your Salesmen 
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him find it and sell \t to him 
>) A hould 


when and how to be silent 


know 
Show 


PICceretLs 


alesman 
the other person you are 
interested in what he has to say 
vive him the attention and appre 
ciation he wants and deserves but 
eldom gel 

6) A salesman 
Abraham 
would 


cause, tir 


hould bye iri 
Lincoln said If 
Will a 


COle 
you man to 
him that 


friend 


your 
t convince you 


are hi mcere Sincerity 
ina salesman creates contidence 

7) A_ sale hould have 
knowledge of his busi 


himself 


confidence 


man 
thorough 
ne have confidence in 
and win and hold the 
of other An e 


| rhow 


ential rule is to 


your business and keep on 
knowing your busine 


8) A 


name 


hould remember 
and place Thi 


a ale man a 


ale iat 
face rive 
definite advantage 


and pays off in dollars and cent 


Salesman 
thought that the 
| 


reatetr pre lige and 
However this 1 
essarily true. A good 
often outsell 
realize a 


Broker vs. 

It is generally 
broker enjoy 
earning not ne 
alesman can 
the broker 


very and 


even income. A 
large proportion of the broker's in 
from hi allo 
cated to broker 
often ive 
and effort 
al deal and vive’ 


work with. He 


courage the sale 


alesmen J 
The 
unstintingly of hi 
to help ile 
them the 
ponsors and en 

men \ 
alesman is profitable to the broke: 
ind profitable to himself 


i ne 
overhead 
time 
rier ¢ lo f 
tools to 


Brokerage and Operating Expenses 


Brokerage Commission 


trary to public opinion) are 


orbed toa large degree by opel 


ating expense incurred by the 


Phese 


disbursed fon 


broker funds are usually 


increased adverti 
ng added improvement and itl 
elfort to help the ale 


crease their earning capacity 


men in 
and 
add to the prestige and re putation 
of the firm 


The 


ating expense l 


these 
usually put into 
fund which 
is also an important phase of oper 
ation. A broker going into 
busine hould put a portion of 
the urplu fund 
inking fund 


urplus, above oper 


a reserve or sinking 


just 


into a 
which 


>. 
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gradually increased throu 0 long period 
the life of the firm. This fund ; one or two we ocated pare 

a cushion in the event o right time 

ion when real estate 4 i 

ebb. This policy may seem un Smell vs. Large Offices 

y at the time, but it may The small office and the lars 
mean the difference between olfice each has its advantage 

a “fly-by-night” broker who fold However, it is my opinion that the 
up when real estate is inactive, o1 ucce of one over the other 4 
the firm which can boast of con not determined by basic advantag 
tant service for many yeat I} ( but by ability. It is my obser 
however, there is a urplus above vation that the small office leanin 
the reserve amount, a broker may toward specialization appears to be 
take this money together with hi more successful than other small To sell property, you've got to show 
own funds and invest in good real office Specializing in selling pal Ability to recognize this ud te de 
estate property. The broker make ticular types of properties in cer it makes good salesmen better 
his real money through wise real tain sections of town, or specializ 
estate investments rather than a ing im appral seems to give 
a result of the income produced by the small broker a “corner” on a 
alesmen. However, | would like pecific amount of busine which 
to raise a word of strict caution. A-— enables him to enjoy a steady cli 
broker hould alway depo it ¢ entele. Thi pecialization equi 
crow moni binders. rent collec alent to the specialized depart 
tion in fact any monies belong, ments of a large office. but the re 
ing to client in a separate trust ults are more apparent on the 
account which must not be used maller office. In other words. the 
lor any pel mal investment modern trend eem oO indicate 
peculative purpose hat the small broker can pend 

Phe business cycle is familiar to himself by being too far flung in Ihin 
all of us. but it 1 particularly im his operation Which is reflected in er ralit 1) other 
portant to the broke and he the limuted service he 4 able to equine 
hould be fully aware of it pat ive. Obviously. thi ser ' al 
tern When ol man depre lon ipplie more readily lw 
begins to pull himself off the floor lowns and cits 

broker should be trying to pick In Summar 
up trategically located property pha ize the value 
with funds he may have available fidence u prospect 
Phis is just one example of how one of 4 alesmen 
real money can be made ove! I 1a) ij 


Buyers Want Center Halls, 12 Baths 


A New Jersey Realtor uses a questionnaire to de- either nev 
Lite 
termine home buyers preferences. This enables — the two n 
hall md 
him to advise his builders on houses that will sell hall demand 
house pro 
ng into livis 
Vian f those 
\\ HAT style of house is today buyer looking for? didn ts lik climbin 
Dvr he want the plit level. a ranch-t ‘o ( ip didn't mind a | lit 
Cod? What does he want ide the house? result ranch-type 
lo find the answer the Alexander Summer buyer preference 


! 
Company leaneck. New Jersey ent a que hhomnnaire VMiore pace al 


itl 


lo prospective home buyer i} irea Phe que lion pl uught 1 
naire had two purpose to help 1 
pany advise its chent-builder ri 


i Summer Com or a fourth to be 


} 
| 


ivns and iluse Copies ol the 
that must be offered to make the home tlable. and Alexandet 


econdly, to guide the COMpany in hoosing house partment, Cedar 








Getting Tenants For Your 


Shopping Centers 


Most experts agree that the first step is to acquire the one or two 
major tenants that will be the key to your center's success. But where 
does the major tenant enter the picture? How does the major tenant 
influence secondary tenants? What information do your pros 
pective tenants want to have? A distinguished panel of shopping 


center specialists discusses these and other related problems for you. 





t= shopping center boom, with 
literally thousands of center 


Here are the experts giving in various stages of planning and 


their opinions on crucial construction, seems certain to con 
- tinue throughout 1956. Some of 
shopping center problems: them, undoubtedly, will fail, for 
lack of careful promotion, plan 
ning, good design or dependable 
tenants 

But the shopping center devel 
oper of today is a much shrewder 


Boyd T. Barnard, Jackson-Cross 
Company, Philadelphia Past presi 
dent of NARERB, trustee of Urban 
Land Institute 


Newton ©, Farr, Farr, Chinnock and wiser man than many of hi 
and Sampson, Chicago, Past presi predecessors The leaders who have 
dent of NARERB, trustee of Urban made the shopping center indu 
Land Institute iry a big and profitable one have 

John W. Galbreath, Columbus, learned many lessons, and have 
Ohio, past president of NARER, put shopping center development 
trustee of Urban Land Institute on as nearly a scientific basis a 


can be ait hieved 


Vi Holt Gs "tt, , Garre : 
s wm 7 = The first step in the life of any 


Bromfield and Company, Denver, 
successful center is usually care 


ful, objective and intelligent mar 
ket analysis, preferably handled 
by professionals 


trustee of Urban Land Institute 


Joseph W. Lund, R. M. Bradley 
and Company, Inc., Boston. 1954 


ae greens ef Sten Land fe Further along, the crucial stey 
- ‘ 3 ‘ *p 
g. 


is the promotion of the center 
Henry S. Miller, Henry 8. Miller How is a successful center promot 


Company, Dallas. Trustee of Urban ed? When 


stitute 


does the promotion 


Land Institute begin? What are the essential 


Seward H. Mott, Seward H. Mott that must be covered by good pro 
Associates, Washington. Trustee motional material? 
of Urban Land Institute. Opinions vary, but ordinarily 
Maurice G. Read, Mason-McDuf the major tenants must be selected 
he Company, Berkeley, California at the earliest possible Stage, for it 
Trustee of Urban Land Institute is on the basis of these major ten 
A. W. Rhamstine, William Joern ants that both the initial and long 
and Sons, LaGrange Park, Hlinois one success of the center de 
has 
Joseph L. Rusch, Alexander Sum wserr 


A. W. Rhamstine of William 
Joern and Sons of La Grange 
Park, Illinois, veterans in the shop 
ping center field, says that “we 
do not know of any general rule 
that could be applied to leasing or 


mer Company, Teaneck, N J 
Larry Smith, Larry Smith and 
Company, Seattle, Trustee of Urban 


Land Institute 
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to selecting major tenants in_ the 
hopping center. We have found 
it very advantageou . Wherever 


possible, to have competition be 
tween prospective tenants in the 
ame line of busine We have 
also found that in most instance 
where certain commitments must 
be made for pace before the cen 
ter is started, this condition elimi 
nates the po ibility of developing 
a number of tenants for the same 
location, We were fortunate, in 
ofar as there were no pre-com 
mitment required and we used 
the construction period in devel 
oping many prospective” tenant 
for the same location 

John W. Galbreath. nationally 
known as a leading figure in the 
real estate industry who is cu 
rently being credited as the yeniu 
behind the new Socony-Vacuum 


building in New York City, say 


the election of major tenant 
hould occur “at the very begin 
ning” of the development of the 
center \s Galbreath puts it. se 
lection of the major tenants 1s “the 


base for the whole development 
The Henry S. Millers of Dallas. 


father and son, have a wide ex 


perience in the field, and it is Mal 
ler, Su opinion that “the tenant 
that will serve as the biggest at 
traction should be selected a oon 
as the site is chosen and a_ pre 


liminary design has been prepa 
ed. In a regional shopping center 
it would be the department store, 
in a neighborhood center. the 1 
permarket 

Miller goes on to say that “after 
the Number One tenant is select 
ed and his needs are known, the 


architect hould ce mplete the de 





\ hopping center hould 
be planned around one or 
two major tenant ve 
feel that they should be se 
lected at the very inception 
of the project, before archi 
tectural work 3 tarted on 
the working drawings.’ 
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Architectural drawing shows pedestrian mallways of Fairless plan shows the proposed location of stores, Brochure points 


Hills which provide all-weather walkways to all points. No auto out consumer appeal of this center. It shows how small local 


mobile tratlic is allowed inside the center. A Pennsylvania site merchants benefit by promotion of nationally known tenants 


I 


ayor tenant 


werved nd 


























almost alway 
and V hole 


uCcce 


alers in these 
tof the 


(yor 


in filling the re 


lou reque tiny pace a 


and we try 





The type of merchant or merchandising 
re pective 


pace 
the project ha 
lo avoid premature publicity 


lo 


vhich we will rent 4 


predetermined; and by contacting leading merchant 


fields. we generally have good 


Viany smaller tenants come 


been announced 





centers ha developed the fact that 
trony independent 
portant to the 
centers than was first realized 
The tep an this) phase 
of hopping center ce velopment a 
indicated by Rusch, is the selection 
of tenant As Rusch 
ay with the major tenant set, a 
yeneral decision ha 
the 


are 


of regional 


More iin 


ucce 


‘ cond 


econdary 


been made on 
the layout of ite with respect 
which type of 
what In 


yo { al 


lo other 
Vv ill 


many case 


tore 
lore OCCUPY 


the 


‘ le lion of 


Surrounding communitie 


by direct 
papel 
and any distant communitie 
which are 


are solicited 


and new adverts ing 


ulfering local eco 


Pieorrine depre ton are ap 


proac hed in the same way 








chain store j 


And hy 
publicity 


also a part of thi 
thi with prop 
the hould 
have at least four or five applicant 
for each ly pe of store allocated to 
the Hi 
Imply to those 
Which wall bring the vol 
ume of busine 

Viott 
CASS 


will 


lige tire 


er operator 


independent on layout 


job then i elect 


large I 


ay it 4 


comparatively 
lo obtain 


maltler tenant 
without 
COMPO Sse 


who 
come in much 
nevotiation alter 
the key are obtained and 
the fact properly publicized 

an Holt Garrett, Jr. of 
ret Bromfield in apree 
that “the remainder of the tenant: 
present somewhat le difficult 
problems. The type of merchant 
merchandising to which we 
the pace | almost al 
predetermined; and by con 
lacting merchant 
wholesaler these re pective 
fields, we generally have good suc 
cess in filling the rest of the space 
Viany 
requesting the 
ha and 
to avoid premature pub 


too 
or 
tenants 


Cyat 
Denver 


or 
will rent 
way 
leading and 


itl 


maller tenants come to u 


price al SoMmoTI a 


project been announced 


we try 
licity.’ 

Barnard says 
al commitments 
the 


commitment 


that 
are 


when i 
received 


from 
or when such 


are publishe d ace 


major tenant 


tain amount of unsolicited inquirt 
1e In addi 
urrounding Communities are 
olicited by direct mail and new 
paper advertising, and any distant 
communities which 
local economic depre 
proached in the 
\lthough thi 


are ilway received 


tion, 


are sullering 


ap 


fon 
Way 


are 
ame 
election of 
tenants is admitted by 

to be comparatively 
Smith point that “the 
operation 
than a few 
a complicated mat 
peaking fee! 
that for any center of even limited 
ive itt 


econ 
most 
expert 
Casy out 
technique ol a 


of 


renting 


for a center more 


tore Is quite 


ter. Generally we 


advisable to create a 
management organization which 
vill undertake all of the work 
which would precede the renting 
operation. That organization would 
then decide whether 


ly an 


to act direct 
the obtaining of tenants on 
to rent through brokerage office 


Lhere 
But. a 


iriatter 


ne reneral rule 
Gsalbreath 


almost 


the 
glad 


a development good 


ums up 
everyone 1 

to be part ol 
enough to attract a big major ten 


All prospec tive tenants, whethe: 
to 


reputation 


major or minor, want know 
fact Lhe of 
the developer or the major tenan 
may be attract 
thi tenant 


hap 


certain 
enough lo ome ol 
econdary and pel 
tenant. But in 
of the fact 
have been able to determing 
your What fact 
hould you publicize, and how? 
According to Rhamstine 
the shopping center 
very much interested in the quali 
ty of the market 
the 
competition 
they located 
the tenant 
type ol trade a 


ever a larger 


veneral at a matter 
Vou 


about center 


Len 


ant inl are 


the trading area, 
the 
have if 
ALL of 
thi 


organs 


disposable income and 
would 


in the center 


they 


are interested in 


ociation o1 
to 


zation which is set 


thie 


up benelit 


tenant 





During the period of construc 
tion of the Joern company Vil 
Market.” Rham says 
time Va inter 
to us. 
and in outlining the opportunitie 
offered for the 
number of chart 


lage 
| he 


viewing people 


tine 
utilized in 
who came 
market used a 

one of the trad 
howing the quality 
market that 1s a 

chart of othe 
and the Chicago 
tan district: 
chart 


we 


Iny area 
of the 


parative 


one 
com 
trading 
area metropoli 
a disposable 


howing 


income 
the amount of di 

posable income after taxe 
with other areas: 
chart, setting forth 
the disposable income of the fami 
hie 


incom 
parison trading 
a retail sale 
reflect 
ed jn the sales of other competitive 
trade areas, and a potential growth 
chart, indicating the future poten 
tial in population, home construc 
tion. 


in the trading areas, a 


and commercial 


the 


industrial 


development int competitive 


trading area 


We found that the information 
upplied through these charts wa 
of 
pec tive 
mall 

\ 


extreme interest 


whether 


to every pro 


tenant large or 


Karr, still another 
NAREB who i 
well qualified in the shopping cen 
ter field, list plans, a 
cessibility, parking and prospee 
the essential 
formation all tenants will 
have 
Read adds to this list 
el elaborate on al DY 


Newton ( 
ex-president of 


location 


tive customers a in 


vant to 


or rath 
pecily 
of the 
trade area 


ivy «ill ePCOMOML urvey 


the 


Smith say we 


buying power in 


Larry would 
hesitate 


material 


to use 
for tenant 
different from the factual material 
that the owner used himself in de 

that the shopping 
ound investment. A 
not operating 

tment for 


any 
prospec live 


promotional 


ciding cente! 


was a tenant 
uccessfully is a poot 

the landlord 
both landlord ane 
interested in all of the 
information 


inve and 
con equently 
tenant 
factual 
the population that might be sery 
level; the oc 


transportation 


are 
COMLCOTTILEL 
bicorse 


ed: il I 


petitive ituation,: 
relation to the propo ed center of 
existing commercial physi 


of the property and 
the 


area 
cal condition 
all factor 


concerning ull 





Tenants in the hopping center are very much interested in the 


quality of the market 


the trading 


area, the dispo able income 


and the COM pe tition they would have if they located in the center 


All of the tenant 


are interested in the type of trade associat 


organization which 1 et up to henefit tenant 








595,000 peepie ...tive within 20 minutes driving distance of LLOYD CENTER 


teOremer 





Brochure for Lloyd Center, Portland, Oregon contains map primary trade area and growth of population in that area since 
showing number of people living within 20 minutes’ or less 1950. The center is located so that majority of population will 


driving time of site. It shows the number of people living in the not have to drive through congested traffic areas 


roundin of the property that Joseph W. Tound 
-a bearing on the abil other a pect of the 


‘ 
‘ 


ly ol tomers to reach the store ay that the most 

and sh yp Con ementiy in them pect for tenancy must 1 per 
Barnard says that eems the ally solicited. and that other 
( thing a tenant wants to know pective tenants will want to 
how many people are available about desirability of these 

to shop at the center. Second, he i neighbors in tl center 

wants to know it reogra phi con ilso point uit the 

vermnence ind road accessibility tential customer 

Third, he wants to know the size Rusch 

of the center. including the total a few 

area and the selling portion of the tive tenant 

building area. Fourth. he vant to mayor departm rit 

know about the amount of park almost certain to 

ing that will be available. Fifth chains. is an indicat 

he wants to know the eneral in dependent that thi 

come level of prospective Custom venture. since such lar 

el! Sirth, he wants to know about , vith extensive 

the competition, present as well a and ample re 

possible future competition 
Miller states that “the most im 

portant information to prospective 

tenants is who the other tenant 

vill be Lhat 3 vhy the lead ten must 

ant should be secured first. Other idepender 

important matter include the ade within the 

quacy of parking facilities, the at hei wn know! 

the trend 


‘ 


velopmen 











( YOMPETENT appraisal hy Ip 
Ayou promote confidence in both 
eller that the tran 

taking place on the basi 


the buyer and 
ction 4 
of the property's true value. A good 
the bane of the slicker 
hunter but it 4 
taflf that comforts the 
looking for a fai price 
ured that he 4 
vetting value received 


Now ‘in ap 


praiser? From a practical point of 


apprat al j 
and bargain 
the rod and 
man who 4 
but wants to be a 


what, essentially, 1 


view, a professional appraiser i 
aman who get embles the 
fact manner 
ates them thoughtfully 


draw the 


and a 
evalu 


and 


in an orderly 
then 
logical conclusions. /n 


broke 


made ai 


a less technical sense, ever) 
who quotes a price ha 
appraisal; any mortgage man who 
has loane d and dec ided 
what the worth has 
made oan The publi 


money 
property ts 
appraisal 
which buys and sell 
continually making appraisals and 
judging the worth of the property 
in Which it 4 fact 
the public’s opinion is the market 
earching for 


interested. In 


value we all are 
not an individual's opinion, but a 
collective one 


Viost 


when 


howevel 
tate 
top to make a 
comparison of the sub 
property 
which 
the appraiser doe 


indiy idual 


involved in a real e 


transaction, do not 


detailed 


ject with other similar 


propertie have recently 


in mak 
appral al for hi 
basis of 


value is judg 


formal 
chent. For it is on. the 
that 
reasonable 


comparability 
ed No bury 


anything and pay more for it than 


man wall 
the price for which he can buy a 
duplicate. No man will pay more 
for a than the 


house price for 


An Appraising Hazard — 


You Can Know Too Much 


“Beware of using snap judgment without troubling to check the 


market facts 


values 25 years ago . 


. Don’t put too much stock in what happened to 


. Too often the man who makes big money 


in real estate is a butcher, baker or candlestick maker who knows 


nothing of past values.” Our author's comments bite deeply into the 


complacency of some realty men about their knowledge of values. 


By Harry R. FENTON, MAI 
Seattle 
Regional Vice President 


American Institute of Real Estat 
Appraisers 


which he can replace it with an 
equally desirable one, nor will he 
pay more for an income property 
that which he 


other equally desirable 


than must pay for 
ources of 
income 
When someone say “Thi 
property is worth ‘X’ dollars.” 
what he really means to say j 
that he would have to pay X” dol 
lars to buy a 
erty and. that 
ell it for that 


cause the buyer 


imilar piece of prop 
CONnVET ely he 
much 


can 
money he 
too, would have 
to do the same 

Thus, all appraisals are made on 
a comparison with the 
ales of similar properties or simi 
lar income 


basis 


The three approaches which are 
o often poken of in appraising 
the “cost-less-depreciation” ap 
the “market 
comparative approach 

approach are 
ba i of 


imilar 


data” o1 
and the 
all made 
comparison: the 
tructures; the cost 
of similar properties in the market 
or the cost of similar income 
\ppraising is still as much of 
an art as it is a although 


proag h 


mcome 
on the 
cost of 


cence 


yreat trides have been made to 
vard the development of more ac 
curate and positive methods of a 
embling data and evaluating it 
Nevertheless experience still play 
a large part in the accuracy of 
every 
W hile 


come, and market sales indicate an 
rea within which the value must 


conclusion 
comparisons of 


apprat | 


costs in 
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Real 


he. the final figure the 
must put on his appraisal i 
arily one of judgment 


ipral el 
nece 
and judg 
ment is better when tempered by 
experience 

This leads to one of the 
hazards in the appraisal field. The 
competent and 
praiser who know 
real estate. who ha 
years in 


ore 
preatl 


experienced ap 

o much abou 
dealt for so 
tate, is apt 
vithout 


against cur 


many real e 


to make a snap judgement 
troubling to check it 
rent market fact 

One of the greatest deterrent 
to the a quisition of wealth by a 
real estate man is his long experi 
ence and his thing 
that have happened and price 
long past He 
construction cost 


rriermnory of 


remembers when 


were at 605 of 
125% a 
when the 
tate fortune 
He remem 
he finds him 
tate too low 
or advi ng a ¢ hent to sell too low 
He fail lo recogmize a 
when he sees it or at 
fails to 
proportions because he lags behind 
the market. All too often the 
who makes big 
butcher, a 


tick maker 


about 


the cost index instead of 
today He there 
crash came and real ¢ 


Was 


evaporated overnight 
hers all too well SO 
self selling his real e 


bargain 
least he 
recognize it in its proper 
iat 
money in real 
hake or a 


who know 


estate 18 a 
candle 
iothing 
prices but doe 


pa t real estate 
know that 
is getting cheaper and cheaper 
One of my clients owned a large 
hotel which he built 
just in time to meet the depression 
head on. By 
other a 


money 


apartment 


acrificing all of hi 
bu l 
ness, moving into the building and 
bus kling down to the 


ets, closing down hi 


bu Ines of 


keeping it rented, he managed to 
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nice Court e} | } 
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I tature but he wd} kept 
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TAX FACTS 


By BERT V. TORNBORGH, CPA 


How to Figure Flood and Hurricane Losses 


KLOOD, HI 


disaster losse 


RRICANE AND 
have hit many tax 
1955. They have the 
and gruesome burden to 
the amount of deductible 
lo Present rules say 
On Non-Busines: 
‘duct the le 
sustained 


payel! in 
added 


prot c 


Property 
er of 

value of prop 
value includ 
after 


erty before minu 


ing salvage, immediately 
casualty 

adjusted basis for 
loss on the 


ually 


determining 
ale of property u 


cost value 


Sentimental 
do not count. On e 


road 


land 
Improvement hrub 
are all considered a 
one unit in finding the amount 
of loss 


On Business 


lates, 


and tree 


Property if busi 
100% destroy 
ed the deductible casualty lo 1 
the adjusted basis for 
Main oF loss ona ale 
partial destruction thi 
ul ed 
Adjusted basis x 
value before le 


ne property were 


measuring 
In case of 
formula } 


value after 


value before casualty 
deductible los 
Insurance proceed reduce the 
lo of any other 
proceed attributable to 
the lo uch as Red Cro 
Proving the los: 


course, So do 
received 
gilt 

in the case of 
business property is usually not 
so difficult. If your records are 
gone, the party you bought from 
may testify as to cost. and 
contractors and 
Non-busine 

are u ually 

insufficient proof 
disallowance ol 


your 
insurance broker 
others can help out 
property losses 
er, and 
then 


tough 
may 
the 
claim, and the tax must be paid 
on the lo Get af 
fidavit expert witnesse 
Gather together all po ible data 

All casualty  losse may be 
carried back two year 
five year 
ualty los 


Cause 


Lake pu tures 
from 


and carried 
ovel Suppose 1955 ca 
exceed 1955 in 
prepare amended re 

1954 1953 to 
back exce los not ab 
orbed by 1955 income, and 
form &43) for 
the resulting overpayments of tax 
itl previous years 


you! 
come If so 
turns for and how 
carned 
yout 


file refund claim 


If any los bal 


left you can then carry thi 


1956 


ance | 
over until used 
fy) 


And 


memory pel 


up lo year 


mind 
the 
while fresh in your 


never your good 


facts on paper 


Mou mind 


LEASE WITH OPTION VER 
us outright ale is a situation 
where, taxwise, the buyer will pull 
for a lease interpretation because 
he can deduct rent payments. The 
eller, on the other hand, will pray 
for a sale interpretation because t 
rent 


and 


would be ordinary in 
fully taxable, while a 
ale might qualify for capital gain 


him 


come 


treatment 
Kor tax 
Option to pure hase ha 
f h or fowl 
each. How is it decided? 
Well, the Tax Court say If 


payments are large enough to ex 


purpose lease with 
to be either 


it cannot be a bit of 


ceed the depreciation and value of 
the pre perty * the 
sale 14 | ( 141 


therefore 


contract 1 a 
The 


deduct 


buyer 
cannot rent 
payment commercial property 
assumed) but can claim the usual 
ly smaller depreciation charge 

A Court of Appeals has held 
that the intention of the partie 
is the controlling factor. So be sure 
to spell out the intention in_ the 
contract, 


and do not leave it 


vaguely up in the air 


AN ARCHITECT INHERITED 
| 


parcel of land. He was neve 
tate busine but on 
ell he ubdivided and 
effort 
to handle on a commission 
District Court 
was ordinary income 
Court holding 
‘payer was not in 


elling land 


di po e ol at 


in the real e 
deciding to 

turned all ale 
broker 


ba | 


ove to a 
aid his gain 
Carcuit 
the tax 
the busine of 


revel! sed 


wanted to 


parcel on the 

lo get capital 
treatment the Internal Reve 
nue Code now in effect 
a) Seller 


real Ss 


but merely 
entire 
best possible term 
pain 
pecihie 

must be a dealer in other 
tate in the year of sale 

He must held the 
ubdivided land as a dealer 

He must 
ubstantial 


never have 


never have rade cel 


tain improvement 


or imereased the value of the 


lot old: 


January, 195¢ 


d) He 


ty for 


rit 
at le 

inherited property 

Should 
be met all gain j capital gain un 
til the year the sixth lot is sold. In 
that and later years, gain 
1%, of the selling price of the lot 
is ordinary 


proper 


held the 


ast tive Veal except 


the above requirement 


up to 


rem rnide I 


1237 


income, the 
l capital 
1954 Code 


gain section 


INSTALLMI 
ol reporting ha 


lave two olf 


N'] 


METHOD 

Variou advan 
which iff Income 
only after co 


tax 1s accounted for 


lection ire received from buyer 


ind high 


tire profit in one year are 


urtaxes ol reporting en 
avoided 
However, it | up to taxpayer to 
elect to use the 


od. or 


installment meth 
be barred from u 
and denied it 
The election 4 
return for the year in 
While 
ruling 
hold that a 
a prerequisite 


he may 
ing it advantage 
made on the tax 
vhich the 
there are vary 


ale i made 


ne court precedent in 


general timely elec 


tion } to installment 


re porting 


A DI 
held tith 
to limit po 


CORPORATION 

property 
habilitie 

dormant 


VIMY 
to real 
ible 


was otherwise 


merely 
and 

and not 

claimed lo 


functioning. Owner 


for various expenses in connection 
with the property on hi individual 
return 


uch 


normally 


and lax Court approved 
deduction ol nuld 


been a corporate 


what W 
have 


loss 


PHE REAI 


el only Wa 


PROPERTY SEL 
entitled to deduction 
the old In 
where 
while the 


property 


for property tax under 


ternal Revenue Code uch 
tax Was a ed 
till owned the 
though the buyer bought the prop 
erty subject to unpaid taxe 


‘ 


the buyer actually paid uch tax 
alter 
ing hi 

The 1954 
The seller 
real estate 
le of what 


made at the clo nig 


taking title, thereby increa 
cost 


Cod 


and buver nov 


changed that 


piat thie 


Lane pro rata regard 
irrangement ie 


ind the buyer 
' ldto } 


, , 
now has nothing to adda on ( 








building contrac yi 
shall 
of the 
reposes a reat 


in the } 


Mr 
A vide 
made upon certificate 


tect This 
confidence 


that payment 
archi 
eal of 
architect. and if 
arbitrary. unreasonable on 
tupid, the 
of luck. In 
fraud will 


a certificate 


he 4 
contractor is just out 
fact. nothing short of 
excuse the production 
Some contract 
gone so lar a that 
fraud should excuse the 
production of the certificate. Thi 
provision 4} 


to pros ice 
not even 


invalid becau eC no 
one is permitted to contract 
his own fraud 


; 


avalti 


Once in a while a tenant 
cautious about personal liability 
that he takes the lease in the name 
of a dummy. If you are the at 
torney for the 
to tell him that he 
liability for rent in that way 
In the case of Everett 
& Co \pp S50. the 
aid Surely the 


controls with 


j ) 


tenant you ought 


cannot avoid 


Sexton 
2580) court 
principal who 
an unseen hand the 
nominal assignee has the bene 
ficial enjoyment of the premise 
and any benefit derived from the 
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The Law Says! 


@ Do you know enough about breach of lease suits 


@ How do you correct erroneous contracts 7 


@ Can you contradict an implication of law in a contract’ 


@ What isa pitfall in selling a trust deed? 
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Will this blot 
spread... 
or shrink? 


NOTHING STRIKES so brutally at human lives as a slum 

Yet of America’s many millions of homes, the blot that 
is a Slum covers more than 1 out of every 10 and 
nearly one-half of all our homes are urgently in need of 
repair and basic improvements 

Will the blot go on spreading? Or will a concerted, na- 
tionwide attack on the causes of slums shrink it, year by 
year, until it is wiped out? Today, this is a challenge to 


every American a challenge that must be met 


Your community ... your problem! 


A slum reaches across blocks, across miies, to sit on your 
doorstep and demand a price 

You pay it in the threat of crime and juvenile delin 
quency to your family, You pay the price in higher per 
sonal property taxes to fight the disease and crime and 
poverty that are slum-bred. You pay personally when the 
value of your home sinks as Community deterioration 
takes another st p< loser 

Your firm pays when the community where you do 
business goes downhill. Slums automatically mean lower 


purchasing power and less effective labor 


Good citizenship is good business 


It’s good citizenship and good business both for your firm 
to join efforts to check housing decay to stop slums 
before they start. In tact, it’s the responsibility of every 
business, as it is of every other good citizen, to support 


community improvement efforts 


Some slums are beyond repair. They should be torn down 
and a fresh start made. Others can be remodeled, mad 
to conform to better living standards. So it is up to you 
to get behind every sound program which seeks 
vide adequate housing for all our peopl 

Adding your support to the efforts of the millions already 
attac king the problem your firm can help stop slums cold 


and put America’s housing standards at a new height 


How to get into action 


A group of Americans from every walk of life has for 
a new, non-profit organization to help combat hom« 
American Coun 
Improve Our Neighborhoods A.C.T.LLO.N 


community deterioration The 


Send for a free copy of **ACTION.” It ex 

A.C. 1.1.0.N. is and proposes to do. It also 
lets, research reports, check-lists, and other 
which can help 
community. Address P. O. Box 500, Radio City 


New York 20, N.Y 


you protect the housing health of 
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FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 


Home Study and Res 
n Real Estate Includes ali phases of 
the business. Send for bie FREE CATALOG 
today, No obligation. Approved for World 
War II and Korean Veterans 


WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020N Grand Avenve Kansas City, Mo. 
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Big deals: $4 million was the sale 
price of the New Brunswick, New 
Jersey, Studebaker-Packard plant, 
sold to Volkswagen of America 
during the week of the NAREB 
convention. Realtor Ralph G. 
Schwebemeyer of Newark, New 
Jersey, was broker. . . . In Pitts 
burgh, Realtor L. W. Monteverde 
handled land acquisition for the 
city in purchasing a downtown city 
block for Mellon Square Park, a 
picturesque city park with under- 
ground parking facilities for 1,000 
cars. A gift of $4.5 million was 
to the city by R. K. Mellon 
for the purchase in memory of R. 
B. and A. W. Mellon, famous 
financiers. ... Marvin Kratter, New 
York real estate has ac- 
quired San Francisco’s: mammoth 
Western Merchandise Mart 
through purchase of the leasehold 
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Meetings and events: NAHB Na- 
tional Convention and Exposition, 
January 22-26 in Chicago; 1956 An- 
nual Seminar of Real Estate Board 
Administration, May 5-10 in Chi- 
cago; 1956 International Home 
Building Exposition May 12-20 in 
New York City’s brand new Colli- 
seum; Annual Conference for Sen- 
ior Executives in Mortgage Bank- 
ing, January 24-26 New York 
University’s downtown Manhattan 
campus; Mortgage Bankers 
ation regional meetings — Chicago 
February 25-24, Atlanta April 9-10, 
New York April 30-May 1, and San 
May 14-15 
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